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Dear Bob:

The purpose of this letter is to summarize the points made
in the meeting which steve Muir, President of ComTech Mobile
Telephone Company, Peter ~asciato, counsel for the California
Cellular Resellers Association, Inc., and I had with you on
January lS, 1994. I apologize for the delay in getting this to
you. Unfortunately, the weather and the Mayor's edict
intervened.

First, the Commission's Report and Order should explicitly
recognize that cellular resellers are providers of commercial
mobile service. Indeed, cellar resellers currently constitute
virtually the only competition to the FCC-licensed cellular
carriers. Cellular resellers have approximately 100,000
subscribers in the State of California alone. The Commission's
Report and Order should account for that reality.

Second, the Commission's proposal in Paragraph 71 of the
Notice of Proposed RUlemaking to preempt all State
interconnection orders could undermine rather than advance
competition in the provision of commercial mobile service. As
you know, the California Public utility Commission issued a
decision which provides cellular resellers with a right of
interconnection. The cellular resellers' right to
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interconnection will obviously enhance their ability to compete
with the FCC-licensed cellular carriers. The benefits of the
switch to resellers' customers are described in the attached
excerpt of testimony which Ralph L. Widman gave in the California
PUC proceeding. While the FCC may want to preempt state .
decisions which impose a more restrictive interconnection policy
than the Commission, the Commission's proposal to preempt more
expansive state interconnection orders is inconsistent with the
Commission's avowed intention of promoting competition in the
provision of commercial mobile services.

Third, in making any decision on interconnection or any
other matter affecting cellular resellers, the Commission should
not assume that state regulation in California or elsewhere has
resulted in artificially higher rates for subscribers. Attached
to this letter are three documents which address that unjustified
claim: a letter from the Division of Ratepayer Advocates of the
California Public utilities Commission to Senator Herschel
Rosenthal, Chairman of the State Senate Committee on Energy and
Public utilities, dated February 17, 1993; a Notice of Ex Parte
Communication filed with the California Public utilities
Commission on December 6, 1993 by the Cellular Resellers
Association, Inc.; and a fact sheet from the National Cellular
Resellers Association produced in the spring of 1993 which shows
that rates have increased more in unregulated markets than in
regulated markets.

If you have any questions or need additional information,
please let me know.

Sincerely,

KECK, MAHIN & CATE

Attorneys for
Cell ar Service, Inc.

wis J. Paper

cc: David Nelson
Steve Muir
Peter Casciato, Esq.
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1Q.

Cellular Service, Inc.
Testimony of Ralph L. Wic1Jllar

Reseller Switch Proposal
Auqust 30.. 1991

1.88-11-040

Please state your name, title, and business address.

.•..-.,.

A. My name is Ralph L. Widmar. I am a partner in Network

Intelligence, which is a telecommunications manaqement consulting

firm I found.ed in 1985. My business address is 460 Alma Street,

Suite 100, Monterey .. CA 93940.

2Q. Please give us a brief resume of your educational

background and professional qualifications.

A. I qraduateel from the university of Colorado in 1978

with a clegree in Communications. I went to work for Mountain

Bell as a communications conSUltant and held a variety of

positions with Mountain Bell and AT&T. My last position with

Hountain Bell was a corporate product and market manager in the

PuDlic Services are. I also worked with AT&T and Bell

Laboratories on a variety of projects.

3Q. What other work experience do you have in the field of

telephony?

A. Opon leaving the Bell system in 1982, prior to

divestiture, I became involved with a long distance telephone

company that was involveel in the resale of and shareel us. of WATS

lines. As a regional vice president of c:>perations, it was my

function to coordinate the installation of tandem switching

equipment and of telecommunications transmission facilities. I

also designed networks anel worked on billing systems. I

subsequently moved to Monterey, CA in 1984 anel became the

Operation Manager for Telemarketing Communications of Honterey, a
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-. long distance re.eller. In 1985, I became an independent

consultant for both interexchange carriers and local eXchange

carriers.

4Q. On who•• behalf are you appearing' in this proceeding?

A. I Ul appearing- on behalf of C.llular Service, Inc.

("CSI").

5Q. What is the purpose of your testimony in this

proceeding?

A. r will discuss various features and service offerings

that CS% will 1'1e G1e to provide it it is permitted to

interconnect ita own switch with the Mobile Telephone service

Offices ("HrSOs") of the radio-based cellular carriers and the

Public switched Telephone Network. The.e services are eurrently

Unavailable to the end-u.er in part because they may be too

cumbersome or processor-intensive for the radio-based carriers to

provide.

I will also explain how the introduction of the CSI switch

can alleviate technical difficulty and economic inefficiency

currently a••ociated with roaming by cellular end-u••rs.

6Q. What are some of the features and service. CSI will be

able to provide as a switch-based resale carrier?

A. The flexibility Introd.uced into the cellular system

through CSI's operation of its own switch will enable CSI to

provide innovative features and services Which can be variously

modified to address the needs of individual subscribers. For

example, these services and features could include:

2
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,......., Limited Calling Antas. Par a reduced monthly rate, CSI

could screen calls originated from a cellular telephone to allow

completions of calls o~y within a local calling area, or a

calling area that vas specified by the customer, or only to

particular telephone nUllbers •

. .Incoming CAll screening. Only calla trom telephone nWDbers

on an "approved" list of numbers (de.iqnated by the subscri})er

and. resident in the <la~ac. of the CSI switch) would be

forwardea to the aubscr1ber's cellular talephone.

Distinctiy. Call SignAling. calls from partiCUl.ar telephone

numbers, re.1dent in the database of the CSI switch for a

specific CSI subscriber, can be proqrammed to signal the

subscriber via distinctive tones of specific calling partie. such

as place of work and home.

Priorlty call waiting. calls trom designated telephone

numbers resident in CSI -s database would be routed to the

cellular telephone directly, While calls from·other partie. would

be routecl to voice mail. 'l'bis would enable the call.or to only be

interrupted by calls ~roJll these desiqnated numbers.

c011»lal' Ext.osign. A cellular telephone could become an

extension of a telephone at the subscriber's oftice. When a call

is placed to the telephone number of the customer's cellular

telephone, the cst could alao simultaneously ring a telephone

des ig-nated by the subscriber.

Cellular PBX. Extension of traditional telephone lines such

a5 Private Branch Exchanq. ("PBX"), Business line., and
----.

3
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Residential service into the cellular network can be provided by

CSX, as a switch-based resellar. This service would allow a

cellular subscriber to be reached by dialing a single number and

having the call routed to the subscriber's ottice phone, car

phone or hand-held portable phone.

Cellular Centrex (nCelTrexe n ) is an additional example of

the extension of traditional telephone services that eSI could

provide its customers. A1.1 of the same feature. that are now

provided on a lancUlne-based system can be provided on a wireless

cellular system. CelTre~ can also l:»e combined with the

landline-based system to provide a complete communications .ystem

for the customer.

Voice X,il EnhanCp9nts. When a call is placed to a

cellular telephone of a subscri))er, and that call is forwarded to

the voice mail box where a message is lett, CSI could provide the

appropriate signaling to telephone numbers specified by the user

for me.sage notification.

Qual-Syat.. Access. CSI subscribers would have no need to

s\l1)scrJbe to service from both radio-based carriers within the

same lISA to compensate for the uneven quality of .ervice. Since

the eSI .wi1;ch would be connectecl to both carriers' systems, it

could assign each subscriber a single unique number and switch

any call through either carrier's ce11ular radio network.

CUstom Directory Serv1s:e. CSI woulcl provide customer

operator service. for its subscribers. One example wou1d be when

• subscriber dials a telephone number for information, an

4
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operator could not only inform the user of the desired telephone

number, but qlve the user tbe option ot placinq a call to that

number without hanqin9 up or redialing.

cellular secretary. Using the same technology used to

provide the above service, a su))scriber could have accus to a

24-hour secretarial service that would make travel, hotel and

restaurant reservations, and give 4rivinq instructions in the

local area. This would be an invaluable service for frequent

travelers.

Hulti-Line Hunting. A sU))scr1ber could have multiple

cellular telephon.s that would continue to ring on sequential

lines if the first line was busy, similar to the way in which

ofrice telepbone systems operate.

7Q. Briefly, what are some of the practical problema

presently encountered by cellular end-users When roaminq?

A. currently, roaming can be a cumbersome and complicated.

process. Dependinq upon the radio-ba.ed cellUlar carrier, a

roamer 1. handled usually in one of four ways: (a> provided

service without intervention, (b) provided first call but

subsequent calla mayor may not be denied, (c> calls are block.ed

and service is denied until carrier receives a valid form of

payment, or (d) all access to the cellUlar system is denied.

Some radio-based cellular-carriers serving areas that have

heavy roaminq between themselves will interconnect their switches

to provide rOaDlers service without intervention. The

availa))llity ot this "seamless" roa.ing is limited because the

5
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awitchea .erving the areas 1Il\1st be from the same manufacturer.

In addition, the switches must be interconnected with dedicated.

voice and data circuits.

The most common .ethod of handlinq roamer traffic today is

to al.low the first call and then the switCh requests a

verification of the roamar's status from its home carrier. This

involves the use of an external dataJ)ase service known .s

positive ROaJler Validation ("PRVIf). The carrier'. switch has a

data circuit (anything from dial-up to dedicated) to the PRV

service and after the first call is placed, it sands the roamer's

identirication to the service for validation. This process can

take up to an hour or lonqer to complate, during which the radlo­

baseel carrier will usually cleny any further service. Horeover,

the radio-based carriers normally only provide this .ervice to

roamers of like carriers, that is, A block to A block, and B

block to B block.

CSI subscribers are hampered by the fact that the only

roaminq agreaents are between radio-ba.ed carriers. Xn

add1tion, several different methods are used to validate and

carry subscriber calls. Occasionally CSI subscribers are refused

ro..~q becau.e of problems trom one radio-based carrier with

another.

8Q. How will the CSI swi'tehaftect the currant roami1"lq

process?

A. CSI will directly connect to switches wbere it is

economically feasible and Where it. customers have the greatest
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-. amount of roaminq needs. By direct connection to radio-baseel

cellular carriers in other cities, where CSI is also a reseller,

each of CSI's NPA-NXX codes will be programmed into the radio­

based cellular carrier's switch and forwarded to CSI for

proce••ing_ CSI expects that it would provide greater

e~riclencie& and be charged the same airtime rate for every

minute usec1 J:>y each of its customers, J:>ased locally or not,

thereby eliminating current onerous roaming charges.

9Q_ Are there other services that a switch-based cellular

reseller can offer in addition to those already mentionec1?

A. Most of the services outlined in this testimony are

related to feature. and functions that occur prior to or during

call processing. By operating its own switch, CSI could also

enable the suJ:>scriber to design its own billinq format, u.il19 a

variety of custom billing options. These would include:

Client-code Billing. A user could enter a two- or tbr.e­

digit code with each telephone number that is dialed from the

cellular telephone, and charges for that call would accrue to the

"account" of the client to be billed.

Immediate Billing. This refers to the capability of the CSI

switch to output call detail records in real time. This would

include both financial verification of calls in addition to unit

verification. These records could be made available to customer

service representatives, so that a customer who experiences a

poor quality call can receive immediate credit. This WOUld, also

allow customer. the ability to establish call limits that would

7
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February 17, 1993

'1'he Honorable Herschel Rosenthal
Senate Committee on Energy and Public Utilities
State Capitol, Room 2035
Sacramento, CA 95814

Dear senator Rosenthal:

Enclosed is the Division of Ratepayer Advocate.' (ORA's)
analywis of ~h. differenc•• between ~aw Cellular's Exhibit E to
Wayne Perry's testimony before the Senate Committe. on Enerqy and
Public: Utilities, January 12, 1993, and ORA'. Table 1 to my
testimony on the sUle date. I apoloqize for the delay in
provic11nv ORA'. anal,..1., but a. you know, KcCav Cellular did not
provide the information nece••~ for DRA to complete ita
analysis until February S, 1993.

In respon.e to your reque.t that DRA explain the d1ffe~ences

between the cellular .ervice rate. calculated by DRA and the••
calculAted by XCCaw, I have enclo.ed a table comparing McCaw's
and. DRA' a calculated cellular rate.. DRA and McCaw used. similar
but not identical a.sumptions in deriving their cellular rate
eable.. The difference. in assumptions are discussed below.

1. Choice of Carri.era

ORA'S or~9inal analysis included cellular rates for bo~h the
vir.line and the non-wlre11lle carrier in each city surveyed.
McCaw looked solely at the non-vireline carriers' rates.· In many
cases, the vire1ine carriers' rates were higher.

2. Choice of Jlarkua

While DRA and McCaw .urveyed some of the same markets, then
Are notable ab.ence. from lICCaw'. list of marJeets. Kt:Caw did not
include Sacramento, California Ilor Boston, Massachuaetts u their
list of regulated market.. DRA included these two markets and
found their rate. to be significantly l.sa than rate. in many
regulated and unregulated markets.

3. Choice of Kate Plan

McCaw'S table presented cellular rates calculated from -the
most economical rate plan currently aVAilable in each market to
an indiviclual end user.- The plans McCaw ~resent.d assume that
the customer knows his or her monthly call1nq patt~rn. In tact,
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when a ORA analyat contacted one cellular service prOVider, she.
was told that plans which i.n.cluc1ec1 free .irtime were prllllarily _
for existing user. who had developed a measurable uaaq. pat~ern.

Hany of Uta plan. that IICCa" pr••entec1 included 30 to 150 minute.
of free airtime. The•• plan. a1ao often require a minimum one
year contract period with sub.tantial penalties, some a. biqh as
$250, for early te~nation. DRA has indicated which rate plans
require such a co~'tIHnt 1n the attacbed tabl... ORA'. cellular
rat•• table pre.entec1 rate. that were from a carrier's ba.ic or
standard rate pIg in .ach aarket. Typically the ba.ic plans are
available on a regular baai., do not includ.e any fr_ minutes of
airt1ae and. d.o not require a one-year c~tment. The ba.ic
plana are more app~priate for new custoaers who have not
established a predictable u.age pattern.

4. AIIort..1..atiOil of kt.1.vati.oD Fee

In moat c •••• , beginning cellular s.rvice requires pa~nt of
an activation f... DRA'. analysis rewaalec1 that these f_.
ranged froa $25.00 to $75.00, but were venerally identical within
a given market. ORA included the acti.vat.ion fee in .its analysis
by amo~t:.i.ing the f.. over 12 months. DRA believe. that the
&c~ivation fee 1. DOt inelQ1lificant and .hould btt lncluded in the
analysi.. The .c~ivation !_ i. aignificant in the .hort run and
can influence whether a custo..r decide. to continue .ervice with
hi. current carrier or switch to the other carrier in the market.
McCaw'S analysi. faila to account for the one-time act.iva~ion
fee.

5. Dlatr11:Nt:1oD of Peak/Off-PeU. JliDutee

KcCaw and DaA a••uaecl that 80' of the 120 minute. of airtime
would. occur d.urinl peale hours and the remaining 20' during off­
peak hours. The 0\ peak and 20' off-peak alloc.tion is
considered the typical u••g. pat.tern. However, McCaw first
allocated the free minute. in any plan to peak usage and the
remaining fJ:e8 a1.nut•• ~o off-peak usage, ra~ber than on the
80/20 calling pattern. Thi8 allocation methodology understated
the rate. c.lculated by KcCaw.

6. A1rt1ae

DBA and KcCaw bo~ pre.enteeS rat.e. that were based on using
120 minute. of a1rtJaa. In addition, xcca" pres.nted 3 other
.cenar1os with &0, 180 and 3'0 ainut.ee of airt1ae used. J'or
ORA'. coapariaon of XCCaw'. and DRA'. rat•• table, DRA compared
rate. at 120 minute. of usage.

Given the different as.umptions McCaw and DRA us.d to derive
their table., it was nece.aary t.o develop a common .et of
a.sumptions in order to make a valid coaparison. The follOWing
chanqes were made to McCaw's original rates table:

1. Co%'rec~ed. rate. for Nev York and. Kinneapoli. (per letter
of February 5, 1993 and FAX on Pebruary 11, 1993 from
Scott Korri8, McCaw to Linda Woods, DRA) were inserted.

Page 2
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~. Recalculated McCaw's rates to include amortization of the
activation fee over 12 months and to reallocate any free
minutes of use based on the 80/20 peak/off-peak calling
pattern.

Table 1 (attached) Shows McCaw'. oriqinal cellular rate
fiqure. and those same rate. after makinq the above-mentioned
adjustments. Including the activation fee and reallocating the
free minutes increases the rates that McCaw presented in their
original table.

Table 2 (attached) compares the cellular rates tables
presented by DRA and by MCCaw under a common set of asswapt1ons,
a••xplained previously. Althou9h ORA's rates are still hiqher
than McCaw'S, some of the discrepancy haa been explained by the
us. of different .ssumptions. The remaining difference i. due to
the choice of plan. ORA's figures show the rates for basic
cellular plans in .ach market, whereas, HcCaw'. fiqures show
rate. for various plan. that differ by market. For instance,
KcCaw used plans in some markets that included 30 minutes of free
airtime while in oth.r markets, customers were offered 120
minutes of free airt~e. ORA believes it 1s more valid to review
plana that are as similar a. POsaible aero.. all markets and, for
that reason, reviewed the rates of basic plan. in each market.

Table 2 supports DRA's ••••rtion that no clear link is
apparent between a .tate'. rates and its level of requlation.
Por instance, California regulates the cellular market throughout
the state and yet has market. with both high and low rate••
Sacramento'. cellular rat•• were amon9 the lowest of all the
IIlarkets that ORA surveyed. Using McCaw'. methodology of
selecting the most economical plan for the number of minute.
used, ORA contacted Sacramento again and calcul.ted the monthly
rate. Even usinq McCaw'. methodology, Sacramento'. rate. are
still among the lowest. DRA remain. convinced that regulation is
not ~h. cause of high cellular service rates in California. DRA
believes that a myriad of factor. are at work in California which
result in high rates. Thoa. factors include, but are not limited
to, the lack of competition in the industry stemming from the
duopoly market .tructure, greater demand for cellular service.,
higher disposable income in the areas with the highest rate.,
greater population density and a highly mobile population.

McCaw'. assertion that regulation in California and New York
i. the cause ot. hiGh cellular service rates in San Francisco, Los
Angeles and New York City has not been proven. McCaw has not
explained why California has some of the lowest cellular service
rates (e.g., Sacramento) or why markets in other regulated states
(e.g., Boston) have relatively low rates.

Furthermore, ORA strongly disagrees with McCaw's a.sertion
that "while Sacramento's rates are among the lowest in the
country, that fact is irrelevant to whether California's
tariffing rates help maintain cellular rates that were originally
set at higher levels ..• " (3anuary 11, 1993 letter from James
L. Barksdale, McCaw Cell~lar Communications, Inc. to President

Page 3
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Fessler) As I IitaUd 1n my tes~1JDony before ehe Senate Energy
and Public Utilities Co~tt.e on January 12, 1993, California
cellular carri.~. ..y reduce their cellular rates by up to 10'
and have ehe rate reduct10n take eff.ct ,,,diAt.ly. I would
also like to mention that although Sacramento does have
relatively low c.llu~ar rat•• , !Ice-v raised tho•• rates by 20' in
1989.

I aiDe.rely~ that the aaclosad analy.i. satisfactorily
explai.lw the cl1ffaEazac•• betlMtlA DRA'. and XCCaw's cellular
.e1V1ca rat. c&1culatJ.olUI. Adclit1onally,. I believe that it'.
apparent that ODe C&DJlOt conclucle froll eithar lIceaw'. or DRA' S
cellular rat. su.rveys the caus. of high cellular rat•• in
California. If DRA can be of any fw:the~ ....istance, don't
h.sitate to contact .. at (415) '03-3084.

Sincerely, ~ :'

AI1 -: I

~fj).
/ . I

.. . V ..''''J:1,~..~-. ." --

Jef::::: P. 0·00.....11
Deputy D1%ector, Divia10n of Ratepayer Aclvocates

Page 4
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TABLE 1

IU

McCAW'S RATES ADJUSTED FOR
ORA ASSUMPTIONS -

(REGULATED MARKETS ARE IN SOLD ITALICS.)

CITY MCCAW MCCAW(1)
""LII!!!!'OIlll!!S~ ELES S94.68 100. S98.84
SAN FRANCISCO S90.50 95.59 $92.58
NEW YORK S89;99 95.05 S100.81 *
MIAMI 580.64 85.17 $86.07 *
SEATTLE 574.71 78.91 $81.28
CALLAS $71.77 75.800 $74.69
TAMPA $70.83 74.81 $75.91 *
DENVER $69.99 73.92 $73.32 *
PITTSBURGH $69.99 73.92 574.15 *
BOSTON $68.20 72.03~ $73.33
MINNEAPOLIS 566.96 70.72° $73.41
HOUSTON $65.97 69.68 $72.44 *
PHILADELPHIA 564.95 68.60 $69.53·
WASHINGTON, D.C. S60.14 63.52 $63.06·
SACRAMENTO S54.03 57.07" $58.20
DETROIT 553.20 56.19 $55.72 *
CHICAGO $48.60 51.33 $53.84
PERCENT~ES AIlE RELATNE TO LOS NtlGELES RATES.

• REQUIRES COMMITMENT TO ONE YEAR CONTRACT

(1) REVISED TO INCLUDE ACTNAT/ON FEE & ALLOCATION OF FREE MINUTES

ASSUMPTIONS:

1. ALL RATES ARE BASED ON '20 MINUTES OF USE (80% PEI«/20% OFF PEAK).

2. RATES FOR BOSTON, HOUSTON, PHIL,tDELPHIA, NJD SACRAMENTO

WERE ADDED BY DRA USING MCCAW ASSUMPTIONS.



TABLE 2

ORA AND McCAW
CELLULAR RATE COMPARISON CHART

(REGULATED MARKETS ARE IN BOLD "AUC5.)

PE14CV(TNJa Nf£ /tEU.TNE TO L.OS ANGELES RATES.
-1IIEOfJIR£S COItfIrfITMfHT TO ONE YENI CONTR~T
(J) /It£V1$!D 10 INCLUDE JCTNATION FEE" ALLOCATION~ FREE MINUTES

DAA(A
.00

NEW YORK S99.00
PHILADELPHlA $97.24
SAN FRANCISCO Sts.OO
MIAMI. $93.00
SEATTLE 593.00
DENVER 583.00
OAL.lAS 580.40
HOUSTON 577.00
MINNEAPOUS 576.00
BOSTON $74.00
DeTROIT 572.44
WASHINGTON. D.C. 572.00
SACRAMINTO $60.00
CHICAGO 559.00
PnTSSURGH ~A

TAMPA N1A N/A

.00 .
''f01.GO

$86.00
saoo
S92.00
sos.oo
$88.00
589.35
582.00
$76.00
S7••oo
$70.31
$73.00
$52.00

$62.00
N/A
N/A

,
S100.11 •

$68.53 •
112...

$86.07 •
$11.28
$73.32 •
$74.•

572.44 •
$73.41
sn..J!
$55.72 •
$63.06 •
,51.20
SS3.84
$74.15 •
$75.91 •

(/oJ NON-WIlfELJNE CANf/ER

(S) WIREU,. CNWE/4

ASSUMf'TION$;

1. AlL. RATES NfE BASED ON J20"'IINT"~USE (10% flEN(/2(IW, OFF PEM).

2.1fATEs FOIl 8OSTON, HOf6TON, PHIUDEU'HlA AND sJeRMENTO

wEltE. NJDEI) 1JY OAA USING ItfCCM~.



....- ., l

.
.~~.

F I L E·D:
Pleue~mR rnlt.~tO./

"
DEC -61993

BEFoRE THE PUBLIC trl'ILITIES CO!OUSSION
OF 'l"HE STATE OF CALIFORNIA SAl fWtOUO OffJCI10. -.;..

Investigation on the Commission's )
own motion into the requlat10n of ) 1.88-11-0.40
cellular radiotelephone utilities ) Application 8'-02-017
QAnt&DId_'ae.*l••i:..oliill4......Ml:l:!al!.Jtll:.Jtll::l.!.Ar.....r- ) C01Dplalnt 86-12-023

NOTICE OP EX PARTE COMMUNIcATION

Pursuant to Rule 1.4(a) of the Commission's Rules ot

Practice and Procedure, the Cellular Reseller's Association; Inc.

("CRA") and Nova Cell~lar West, Inc. ("Nova"), hereby gives

notice of the following ex parte communication. The

communication occurred on November 30, 1993 when Peter A.

Casciato, attorney for CRA, and Kevin McAllister, President ot

Nova, a member of eRA met with Comm1ssioner Conlon and his

advisor Richard Smith at their San Francisco otfice at

approximately 4:300 p.m. Mr. McAllister provided Commissioner

Conlon and Mr. Smith with a copy of the attached printed material

'Which Mr. McAllister stated refuted an ex parte presentation made

by U 5 WEST Cellular of california, Inc. that regulation caused

higher rates to consumers in California. The printed material

compares US WEST rates in tour major o.s. markets, San D1eqo,

Phoenix, Denver and Seattle and notes that the rates are higher

in the unregulated states.

In addition, Mr. Casciato advised them that the Com.ission's
f

bundling decision was good policy because the US WES~ position

that it kept the price of telephone equipment high was factually

inaccurate qiven the low price ot equipment compared with the

lack ot reduction in basic wholesale and retail rates in



·.. California. To obtain a c:opy of this notice, please contact

Katie McHale at: (415) 291-8661.

1tted,

er • casciato, P.C.
00 Sansome Street suite 201

an ~ranc!Sco CA 94111
(415) 291-8661

December 3, 1993

cc: AIJ Michael Galvin

2

Attorney for Cellular Resellers
Association, Inc.
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This spreadsheet compares us West rate. in 4 different
market. and at 4 levels o~ u.ap. In every ca.e,on every
rate plan, San Diego proves to be the LEAft EXPENSIVE.

San Diego Phoeuix
7am-7pm 6am-Spm.

Denver
6am-8pm

S••~~le
6am-8pm

400
139.00

0.35
0.19
Yes

No
139.00

Pe.k/Off hrs
SEctJIlI'n 'LAS:
• of minutes
Acces.
Peak Airtime
Off Airtime
Bill @ 30 min SO/SO

60/40
, higher than San Diego

OPTIMUM PLAN:
t of minutes
Access
Peak Airtime
Off Airtime
Subminute
Annual
Bill @ 100 min 80/20

90/10
, higher than San DieCJo

INTRO PLAN:
t of minutes
Access
Peak Airtime
Off Airtime
Subminute
Annual
Bill @ 200 min 80/20

90/10
\ higher than SaD Diego

MAXIMIZER PLAN:
f of minutes
Access
Peak Airtime
Off Airtime
Subminute
Annual
Bill @ 400 min 80/20

90/10
\ higher than San Dieqo

o
19.95
0.73
0.19

33.75

o
35.00
0.38
0.19

No
No

69.20

60
49.95

0.38
0.19
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No

97.83

10
24.95
0.75
0.75

39.95
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o
27.95
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0.25
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74.55
7.10\

7S
49.95
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8.S0'

400
159.95
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0.75
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15.50\

o
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76.05
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75
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400
129.95

0.38
0.25

No*
Yes

140.34

1\

10
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o
29.95
0.58
0.25
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84.6S
18.20'

60
49.95
0.56
0.25
No"
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133.93
26.90'

320
129.95

0.41
0.24
No"

Ye.

174.30

20.20'



I. US WEST RETAIL/WHOLESALE RATES HAVE DECLINED
SUBSTAN1'IALLY IN RECENT YEARS.

asSPO••Z: The bulk o£ OS West's claimed 12' rate reduction
occurred between 1990 and 1991. Since 1991, basic rates have
dropped less than 2':

1991 Basic
Access
Peak 0-180

181+

Off

Rates
$3S/month
.40/min
• 35/min

.20/min

1993 Basic
Access
Peak 0-100

101-180
181+

Off 0-100
101-180
181+

Rates
$35/month
.40/min
• 38/min
.35/min
.20/min
.19/min
.17/min

Effect on subscriber's bills:

1991 Basic Rates vs.
SO minute subscriber 80/20
$ 53.00

150 minute subscriber 80/20
$ 89.00
A rec!uc~!.oD of 3'.

300 minute subscriber 80/20
S 131.00
A reduction of 1.3\.

1993 Basie Rates

S 53.00

S 86.30

$ 129.20

Conclusion: Very li~~le cka~ge in Basic Rates siDce 19911



uaJlOlrSBI Prior to June 1990, the OIIL~ plan vas basie.
~herefore, • higher percentage of subscribers would fall
into other categories.

aBSPO•••: The only way to achieve a savings of 20-30' 1s to
commit to an annual plans ..a/or commit to a minimum usage
plan.

Rl8PO.SII The ".le rate for resellers has not changed· more
than 15' in the last 3 years.

1991 Basic rate
Access $26.60
Peak .329
Off .16

Average Bill
180 @ 80/20 79.39

1993 Basic Rate
26.00

.214

.1336

70.25
~ DICltDSZ
12'

The only way for reaeller. to ach~eve the discounts claimed
by US West is to commit to 1 or 2 years contracts.



Hoya Cellular W..~, Inc.

Response to Ex Parta C01IIIlUlication or us West on 9/13/93.

II. THE COMMISSION'S TEKPORARY TARIPF PllOCEDUItES DO NOT WORE 1'0
FACILITATE RAPID IMPLEMENTATION OF NEW RATE PLANS AND RATE
REDUCTIONS.

uallO.aB: :In the last 8 years , US West haa tailed. to earn even 1
dollar profit at ratail Cae. at1:ac:haen1:). A1.l profit qanerat:ec! baa
})een at Wholesale. Therefore, wholes.la/retail ~ift raquir...m:s
do not cause hi9h ratail pricing'. us Wa.t si1lply wan" 1:0 re1IlOYa
1U%91n requireaents in or4er to eliminate competition· tram
re.el.lers that have been able to survive on marvins that tha retail
arm ot the carrier could not.

1tBa.a.sl:: The a})ility of l1S West anc! other facilities-basc
carriers to entice subscribers with qlfta will ultimately lea4 to
big-her retail rates. As with bunc11inq, the cost of the gift will
have to be recaptured in the rate structure.

DaltO.... The temporary tariff procedures are vary clear.
Commissioner Fessler has eliminated the roac!blocks to rate
reductions.



• ~ t

Nova Cellular Weat, Inc.

Reapon.e to Ex Parte Communication of US Weat on 9/13/'3 •

.
III. 'I'D COMMISSION SHOULD REcnm ITS AlrrI-BONDLINC R.OLES •

....curSSI The artificially low pricing' of cellular equipment
followed by hig'h bills is what chills the cellular market.
In spite of PUC'. anti-bundling rule., OS West continue. to
tie equipment discounts and rebates to the activation of
cellular service (see attachment). .

USPO.SZ: Seattle, Denver and Phoenix have much less
regulation and allow bundlinq. Yet, San Diego has the
LEAST expeasive service rates. Therefore, the expenses of
bundling (equipment below cost and line commissions) are
recouped by the higher rate.,fewer choices and annual
contracts.
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phone accounts or for people wJae cellular
airtime usage varies from month to month.

Package Plans are designed to otTer the
highest value for Qlstomers who have fairly
consistent usage patterns. The biggest
difference bCtw~ Package Plans 15 the
amount.9r~~~ ~...:tlme) they·.~\'. I'

inclUde. Ifyou plan to use ,YOW' phone a lot,
you'lI save money by selecting a plan lhat
includes more airtime.

You can use lhe table below to estimate
the amounl 0(ahtime you'll use. Keep in

.mind that Ifyour needs or usage change, you
can always switch to another plan.
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once you've selected a plan based on
your antfdpated airtime, you may want to
add optional ceUular services lo those
that are part of the plan. These services
are listed on the back of this brochure.

Choose the cellular services andpricing that fityour needsbes
No two ceDuIar users are alike.

Which Is why we ofrera choice ofcellular
service plans. The biggest dlft'eren~
between them is the amount ofairtime
(phooe usage time) they Include.

Ifyou plan to use yoor phone a lot,
you'll save money by selecting a plan
rhat includes more airtime. You can usc
the table below to estimate it. Keep bl
mind that ifyour needs or usage change,
you can always switch to another plan.
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serviceplans.Thebiggestdifference
between themis the amount orairtime
(phoneusagetime) theyinc:lude.

Ifyou plan to useyourphone ;"1 ~ol,

you'H ~vemoneybyseleding iJ IJiiJIl
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Onceyou've selectedaplan based
onyouranticipatedairtime,you maywant
to add optionalceJlularservices to those
that are partoflheplan. Theseservices
are listedon the backotthisbrochure.
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